WHY YOUR SALES DEVELOPMENT
STRATEGY IS FAILING...

AND HOW TO BUILD ONE THAT ACTUALLY DRIVES REVENUE

By Amie Milner, EVP of Marketing & Sales Development at Abstrakt Marketing Group

s your outbound sales development team generating real pipeline—or just
activity? Learn why most B2B lead generation strategies fail and how to build
a sales development engine that drives revenue.
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SALES DEVELOPMENT W/0 N
REVENUE IS JUST NOISE |

In today's competitive B2B market, companies heavily invest in outbound
sales development, but most still ask "Why aren't we seeing results?"

As someone who built our entire sales development and enablement
program at Abstrakt from the ground up, I've seen what separates SDR
teams that hit activity metrics from those that build pipelines and drive
real revenue month over month. The truth is, if your B2B lead generation
strategy doesn't translate into qualified opportunities your sales team
can sell, it's broken and a waste of effort, energy and dollars.

I've seen our own efforts go deeper and deeper down the sales spectrum
throughout the last 7 years all the way to current state where a held
conversation with a prospect only holds true value if the company is the
right target, right decision maker and at least interested in exploring
working with us within the next 6 months.
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1. MISALIGNED GOALS BETWEEN ¥
SDRS AND REVENUE TEAMS

Too many SDR teams focus on dials and touches instead of qualified
outcomes. Sales development success should be tied directly to:
Pitch-to-opportunity conversion
Show rates
Revenue contribution

If the North Star isn't the same between these two teams, revenue goals
cannot be attained together. We've learned we cannot have our Sales
Development team chasing "vanity" metrics such as appointments or
even held pitches if there isn't an opportunity that will lead to revenue.
There is trust to be gained by both sides and we have seen over a 20%
pitch to opp conversion increase on our SDR team since aligning
compensation to qualified opportunities converted.

Want to eliminate finger pointing between your sales development team
and sales team? Ensure compensation and your definition of success on
both sides are tied to revenue and you'll be developing them to work
together more versus breaking up fights.
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2.MESSAGING THAT DOESN'T
MATCH YOUR MARKET

Generic talk tracks don't convert. We've doubled appointment-setting rates
simply by tailoring cold call scripts by industry and persona.

Why? Because we know that a President at a small to medium sized HVAC
company is typically wearing many hats, potentially going out on sales
appointments themselves still and has a very different pipeline problem to
solve versus a President at an IT firm trying to fill his sales staff of 10 sales
reps with more leads.

3.UNDERTRAINED SDRS SET
UNDERWHELMING APPOINTMENTS

Sales development reps don't fail from lack of effort—they fail from lack of
coaching. Weekly micro-trainings, live call reviews, and comp plans tied to
qualified opps make a real difference.

Calling is a grind and we do everything at Abstrakt to ensure an environment
is built that celebrates the small wins and treat every conversation as part of
the process to a yes for you.
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4.POOR FEEDBACK LOOPS
KILL MOMENTUM

-

If SDRs don't know which appointments are converting to deals, they can't
improve. Closing the loop with sales and marketing leadership is critical.

THE FIX — A REVENUE-DRIVEN
SALES DEVELOPMENT FRAMEWORK

At Abstrakt, we've refined a sales development engine that supports both
internal and outsourced B2B lead generation success. Here's what it includes:

Industry-specific cold call talk tracks

Structured SDR coaching and shadowing

Comp plans that reward qualified opportunities, not vanity metrics
Data-backed schedules for daily market rotation

Closed-loop feedback between SDRs and closers

This isn't a theory—it's a proven process we use every day to deliver qualified
B2B appointments that lead to real revenue for our clients in industries like
commercial cleaning, roofing, fire protection, and more. When others give up,
we continue to nurture until the timing is right and our clients land the deal.
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STOP GUESSING.
START BUILDING A
SALES DEVELOPMENT
ENGINE THAT WORKS.

Sales development should build pipeline, not just activity. Whether you're
managing an in-house team or looking to outsource appointment setting, your
SDR strategy must be accountable to revenue.

LET'S BUILD YOUR
SALES PIPELINE — TOGETHER

At Abstrakt Marketing Group, we've spent over a decade helping B2B
companies grow through results-driven sales development strategies. From
cold calling scripts to full-service outsourced SDR teams, we've built a
repeatable system that works.
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